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“It is well for a man to respect his own vocation, whatever it is, 
and to think himself bound to uphold it and to claim for it the 
respect it deserves.” — Charles Dickens. 


< A CHRISTMAS MESSAGE 


ANG 


‘ ‘ 


The time has rolled around once again to send sincere greetings to all 
our readers— from St. John’s, Newfoundland to Victoria, B.C.—and others 
in such far off places as Australia, Switzerland, Germany, England, France, The 
US.A., Mexico and Hawaii. 

We invited retiring President Herbert R. Fullerton to write our 
little Christmas message, but unfortunately he is away attending, as official 
CAREB. delegate, the N.AREB. annual convention in Miami. Our 
invitation arrived a day or two after he had left. We are sure however that 
he shares with us these thoughts. 

This Christmas appears to be bringing with it more cause for national 
optimism — economically speaking — than has been the case in the past few 
year-end seasons. All signs point to a buoyant 1962 in the real estate business. 
For this we can be grateful. 

Christmas Day heralds a temporal peace—a season which permits a 
loosening of tensions; a time of re-assessment; a chance to reflect on the 
many friendships made during the past year. 

An ancient sage, Epicurus, once said, “Of all the things which wisdom 
provides to make life entirely happy, much the greatest is the possession of 
friendship”. 

While conducting the affairs of the editorial committee programme, all 
of us have gained, and treasure, the many friends we have made among our 
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Back in 1939, an American Advertising Agency (with branches in Canada ), started a series of “Idea Sessions” 


to aid various industries in merchandising their products. These “Brainstorming” sessions were attended by a 
group of idea experts. (see page 10, September edition of The Canadian Realtor ) 

The agency: Batten, Barton, Durstine & Osborn, Inc. have compiled 95 tips suitable for study. The 
‘Idea Session’ (as mentioned on opening page) was primarily intended for the building trades, but, our 
readers should be able to cull valuable information from these tips. Especially those Realtors who market 
large multi-unit projects. You will note the agency warns that these tips do not offer ready-made solutions! 
It is up to the reader to use only what he thinks will fit into his own operations 


95 FREEWHEELING TIPS 
TO MERCHANDIZE HOMES! 


NOTE: 

These ideas are not offered as panaceas — not even 
as ready-made solutions. They are intended merely 
as aids to your further action. Some of the ideas 
are admittedly ‘old-hat,” but even these can some- 
times be processed into novel ideas by means of 


combination and modification. So please regard this 


offering as a CREATIVE CHECK-LIST—as a 
pool of ideas from which you can select, adapt and 
adopt and thus create your tailor-made plans. 

(HH is abbreviation for Hitch Hike. This means that 
the idea developed from one preceding.) 





PROBLEM: 
“MERCHANDISING IDEAS TO STIMULATE 
BUYERS AND INCREASE SALES OF NEW 
HOMES.” 


ADVERTISING 


l. 


L 


10. 


Let sales price include all extras rather than stripped 
down model. 


Advertise homes in other than real estate pages. 


Hire the services of an expert adman to take ads out 
of the borax class. 


Feature testimonial case histories of satisfied pur- 
chasers of other homes. 


Sell benefit of home ownership, rather than the home 
itself. 
in the 


Advertise the advantages of the materials 


house instead of just listing them. 
Feature the total cost of year-round air conditioning. 


Make a list of all desirable and good features in the 
house and conduct a series of newspaper ads about 
each one as an individual sales campaign. 


More thought should be given to names that are 
logical to a development. Don’t advertise ‘Rolling 
Hills” (or any other name) if there is no relationship 
between the name and the area. 

Feature 


HH: Stop showing “golf-course” lawns. 


honest sketches. 


14. 


HH: Don’t use sketches, use photos. 


HH: Use unretouched photos. 
Advertise the neighborhood, transportation, shopping 
facilities, schools, ete. 


Develop a theme. Stick with it. Use it in a slogan. 
Advertise this theme for all future building. 


Feature brand name products going into the house 
for prestige value. 


Never advertise a house with a two-car garage. Let’s 
not plant another automobile on a one-automobile 
family. 


Keep in mind your ad is worthless if you don’t stop 
readers. 


Advertise: “We love kids, bring them in!” 


Sell only one buyer benefit in each ad. 


Advertise during mid-week to spread traffic through- 
out entire week. 


HH: 


Don’t discourage home seekers at any time. 


Advertise the function, the features and the indi- 


viduality of the house. 


Be unique in your advertising, don’t go along with the 
mob. 


Use coupon ads so you can have built-in list of 


prospects. 


Advertise night-time showings of homes to encourage 
“after dinner” traffic. 


Remember, newspaper ad white space is as important 
as copy. 


On direct mail, use the rifle technique . 
one subject and feature it. 


. . pick out 


HH: Thank everybody who has visited your home, 
with a friendly letter. 


Use a direct mail series of photos; feature one room 
at a time in each mailing. 


Have a special promotional mailing list: (1) Parents 
of newborn children, (2) Families where the head of 
the house has recently received a promotion, etc. 


n 


The BBDO group operate with four ground rules: 
1. Criticism is ruled out. Adverse judgment of ideas must be withheld until later. 
2. “‘Free-wheeling”’ is welcomed. The wilder the ideas the better; it is easier to tame down 


than to think up. 


3. Quantity is wanted. The greater the number of ideas the more likelihood of good ones. 


4. Combination and improvement are sought. Suggestions by others on an idea give better 
ideas. Combination of ideas lead to more and better ideas. 


These rules are enforced by the panel chairman who runs the meeting of 10 or 15 participants. 
When are the resulting ideas evaluated? After the session by the executive (and/or his 


assistant) responsible for the solution of the problem. 


PROMOTION 


10. 


A. 


13. 


14, 


16. 


18. 


19. 


20. 


Use proper lighting, both interior and exterior, and 
keep model homes open at night. 


Take joint ads (with other builders) and advertise 
community features. 


Produce a “builder’s brochure” outlining essential 
information of the home to buyer or prospect. 


Include a basic tool kit in the purchase price of house. 
HH: Free landscape manual, handyman manual, ete. 
Give a housewarming party in the new owner’s home. 
Enter your model house in magazine competitions. 


Offer second “vacation” house with the purchase of a 
new home. Two for the price of one. 


Build a model home in a department store. 


Have special preview for club groups, women’s club, 
PTA, garden club, ete. 


Use model home for charity, charge entrance fee and 
donate to local charity. 


Have a contest and winner of contest would get one 
year’s free mortgage payments, taxes, utility bills, etc. 


HH: “Name the house” contest, or 25-word letter on 
“What I Like Best About the House.” 


Promote professionally landscaped lots. 


Have a high school safety poster contest to stress the 
area as a safe place to live. 


When the new owner moves in, place a “welcome” 
cake in the home. 


HH: A personalized gift. 


Develop a wide sales program with flip charts and 
visual aids. 


In model homes, omit rail or ropes or other barriers 
that prevent visitors from entering rooms. 


HH: On “welcome” cake: Send in bouquet of flowers, 
or offer free dinner for the family at a_ local 
restaurant. 


Where rural area is hard to get to, invite the most 
promotionally-minded auto dealer to participate in 
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providing ten good used cars to drive prospects to 
area, 


HH: Offer to drive people in a new car out to your 
houses. 


If you have any maintenance-free features, promote 
them. 


Have a Christmas tree decorating contest, offer prizes 
to home owners in your development. 


SPECIAL INDUCEMENTS 


i 


LY 


Offer free color decorating service for the people who 
buy homes. 


HH: Have a decorator on the job as the house is 
being shown and offer the services of decorator with 
the purchase. 

Build a fireproof wall safe some place in the house 
and show that it costs no more than renting a safe 
deposit box over the years. 

Include space for a workshop in the garage. 

Build garages larger. 

Have a “mud-room” for the family to enter when 
they have wet and muddy shoes, galoshes, etc. One 
that can be hosed down. 

HH: Put the mud-room in the garage. 

Use an architect and sell better design. 

Include a used car in the purchase price of the house. 
A house that you are trying to sell is a part of the 
community: have a community facility such as play- 
grounds, and have it as a development feature. 

HH: “Kid storage.” 

Build exterior lighting into the house. 

Increase house power for today’s new appliances. 
Offer a special service to buyer which would include 
all of the services that he will need to follow-through 
with the many legal details involved in buying a 


house. 


Continued on page 8 
— See Freewheeling 











New Hotel Offers Guests 
Fascinating Innovations 


First new hotel built in San Francisco 


in 30 years will revolutionise hostelry 


The newest addition to the Jack 
Tar chain of hotels was recently 
opened in San Francisco, making it 
the first hotel to be built in that city 
in over 30 years. 

The $12 million, 8-storey hotel (plus 
12-storey office building) is built on 
one city block. The many unique ino- 
vations installed should revolutionize 
the hotel industry. What the visitor 
might expect: 

—T.V. Check-in and Check-out 

remote control system. 

—electronic board showing im- 

mediate status of rooms. 

—two-acre patio with swimming 

pool, year-round skating rink, 
wedding chapel and private 
garden for honeymooners! 

The check-in system is conducted 
by remote control. The incoming 
guest drives his car onto a closed 
ramp which leads past a T.V. Check- 
in booth. He leaves his car to stand 
on an electronic mat in front of the 
T.V. set. The pressure activates a 
two-way, audio-visual circuit. The 
booking clerk, located one floor up 
appears on screen. Both parties can 
now see and converse with the other. 


Prices of rooms, length of occupancy 
and other details can be discussed. 
If there is any uncertainty about 
type of room wanted, the clerk can 
press a series of buttons which will 
reflect illuminated pictures of rooms 
upon a horizontal screen situated 
below T.V. set in front of motorist. 

Having decided to accept accom- 
modations, the guest signs a regis- 
tration card which is placed in a 
pneumatic tube. The clerk sends him 
a key in return, along with verbal 
instructions how to park his car on 
any one of the five garage floors 
available. Once parked he walks a 
short distance to a private, automatic 
elevator which takes him to his floor. 
Or, he has the alternative of reaching 
his floor by elevator situated adjacent 
to check-in booth, if he wishes a hotel 
employee to park his car and carry 
his baggage. 

The check-out procedure is similar. 
It is transacted from another booth. 
The T.V. circuit permits communica- 
tion with the cashier who reads off 
total charges. The departing guest 
pays by cash, credit card or cheque 
via the pneumatic system and receives 





INCOMING GUESTS 


with registration clerk via two-way 


communicate 


audio-visual set. Guest signs registra 
tion card which is slipped into pneu- 
matic tube (not shown). Horizontal 
glass plates light up to reveal pictures 
of room layouts. Key is received via 


tube 





ROOM STATUS BOARD, electronic- 
ally relays to each of three offices the 
exact status of a room. Each room 
has set of three differently colored 


lights. When room is_ ready _ for 
occupancy a green light is activated 
amber for occupied . . . red, 


not occupied but requiring maid ser- 
vice. 


a receipt in acknowledgement. 

Probably the most brilliant innova- 
tion in hostelry since the advent of 
motels is the Jack Tar room status 
system. Hotel management can tell 
at a glance the status of each 
of the 400-units in the hotel. Con- 
ceived by Ed. C, Leach, President of 
the Jack Tar chain, the electronic 
marvel is designed to expedite maid 
service and registration. 

The system is startingly simple. 
Each room is allocated a set of three 
differently colored lights. These are 
grouped on three boards located in 
the housekeeper’s office, at the regis- 
tration desk and near the cashier’s 
booth. 

Immediately a motorist signs in, 
the clerk glances at the “Room 
Status” Board, selects a room show- 
ing a green light and assigns it to 
the guest. 

The clerk now changes that room’s 
green light to amber. This tells him, 


the housekeeper and cashier that X i éatO. 1.¥, CHECK-OUT o 
room is now occupied. euceetameneanaies . : 
When the guest checks out of his 
room, the cashier switches his light 
from amber to red. This change is 
noted by the housekeeper who informs 











: the house maid. 

: When the maid has prepared the 

room, she reports this back to the = . 

‘ housekeeper who changes red light . 

: back to green. The room is now ready PATIO IN THE SKY is a two-acre 
for selection once again by registra- area off fourth floor. Contains year- 
tion clerk. round ice rink, swimming pool, wed- 

The 400-unit Jack Tar has one OUTGOING GUESTS communicate ding chapel and private honey- 
complete floor laid out for conven- with cashier via visual-audio screen. mooners’ garden. The latter two just 
tions only. The hotel is also going Guest sees cashier and hears amount off illustration to left and right re- 
after the honeymoon trade by offer- of bill— places payment in tube spectively. $25,000 landscaping _in- 

4 ing a wedding chapel and private (just below illustration) — and re- cludes orange, olive and eucalyptus 
honeymooners’ garden. Other forms ceives receipt before departing. trees 
of recreation are offered on the out- 
door, fourth-floor patio. The “Patio uring a year-around ice rink and cludes orange, olive and eucalyptus 
In The Sky” is a two-acre area feat- swimming pool. The landscaping in- trees costing $25,000. 
OTTAWA REAL ESTATE BOARD 
ANALYSIS OF PHOTO CO-OP ACTIVITY — JANUARY Ist-JUNE 30th, 1961 
The Canadian Realtor would be pleased to receive from other 
N OTE boards, statistics similar to those published by the Ottawa 
Board. If your board compiles such statistics, please send them 
to this magazine. We would like to draw off national averages. 
% NUMBER AVERAGE 
DOLLAR TOTAL AVERAGE DAYS 
VOLUME SOLD DOLLAR SALE TO SELL 
VOLUME 

| Bungalow $ 2,330,892 22% $ 16,897 

| 2 Storey 2,024,686 19% 15,109 

Semi-bungalow 644,001 | 6% 13,417 

3 Storey 375,450 3% 20,902 

Split Level 334,350 3% 23,881 

24 Storey 305,650 | 2% 20,376 

RESIDENTIAL $ 6,015,029 

a- 
of er eee a 
Apartment 710,900 
o Duplex 558,517 
“a Double 536,350 | 
: ‘ Triplex 447,600 | | 20,345 
of INCOME $ 2,253,367 | Y | 21,877 
ic 

id . = 

Land — Farms 846,440 

le. Commercial 724,100 
ee Business — Commercial 170,000 
re Row 141,000 
in Commercial — Apt. 65,500 
'S- Business 59,437 
Ys ‘| Summer Property 29,600 
Rental 16,404 
n, Trailer 6,700 
mm Miscellaneous _ 
w- BALANCE $= 2,059,181 | 18,551 
to 
1’s TOTAL $ 10,327,577 $ 17,774 
m, 
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FREEWHEELING — 
Continued from page 5 


15. HH: Have a man available for installing shelves or 
other light work to help new buyer get settled. 


16. Use the services of an architect to point out the 
home’s superior layout and exterior design. 


17. Absorb closing costs for first 10 buyers. 
18. Give one year’s maid service to the buyer. 


19. Offer baby sitting service to allow parents to tour 
home without interruption, 


20. Include draperies and rugs with purchase of home. 


21. Collaborate with drug stores. Have bathroom cabinet 
completely outfitted for family of four. 


22. Offer double-width paved driveways. 


23. HH: Ten-foot wide at the rear of the house to use as 
patio. 


24. HH: Build heater under driveway to melt snow. 


25. Offer guarantee beyond the standard one-year on 
foundation, roof, etc. 


26. Include fences on the property in choice of design or 
style. 


27. Give a set of rough plans for four or five different 
ways the landscaping can be finished. 


28. HH: Offer barbecue area in the rear yard. 


29. For every buyer recommended by a “buyer” offer to 
pay the first buyer’s carrying charges for one month. 


30. Include a child’s playhouse in every yard where there 
are small children in the family. 


31. HH: Build a dog house. 


MISCELLANEOUS 
1. Build a bomb shelter into the house. 


2. Let a Realtor handle a builder’s sales; Realtors know 
local conditions best. 


Builders should leave around a good supply of 
materials and plans for do-it-yourself projects. 


wo 


4. Let the builder be known to his buyers instead of 
being a phantom. 


HH: Run a picture of the builder in the newspaper 
ad. 


ol 


6. Establish best possible relationship between the buyer 
and builder. This would result in future recommenda- 
tions from the satisfied buyer. 


7. Have pleasant, well-informed, “soft-sell’’ salesmen. 


8. Join National Association of Home Builders and use 
the prestige it offers. 


9. Some people might like to see a house unfinished to 
check the construction features. 


10. HH: Set up a whole series of special exhibits to 
demonstrate all the hidden features. a 


S.1.R. CANADIAN 
CHAPTER 
ELECTIONS 


S.LR. group was originally formed to aid American 
wartime industrial expansion. Activities have now 
spread to all phases of industrial real estate. 


Plans to stimulate its activities 
across Canada and to develop 
closer co-operation in inter-city 
industrial real estate transactions 
were discussed at the annual 
November meeting of the Canadian 
Chapter of the Society of Indus- 
trial Realtors held at the Granite 
Club in Toronto. 





The meeting was presided over 
by Clifford W. Rogers, F.R.L, 
S.IL.R., Vice President and General 
Manager of A, E. LePage Limited, 
Toronto. Mr. Rogers is the Presi- 
dent of the Chapter and a past 
President of the Ontario Associa- 
tion of Real Estate Boards. 

A panel discussion on problems 
facing industrial realtors, with 
A. G. (Bill) Sanagan of J. A. Wil- 
loughby & Sons Ltd,, Toronto, as 
moderator, was the highlight of 
the day’s meeting. Panelists inclu- 
ded Paul Robarts, Windsor; Stew- 
art Chambers, Hamilton; J. Ronald 
Mills, Montreal and James O. Hodgkins, Toronto. 





1961 President 
C. W. ROGERS, F.R.1., S.1.R. 





1962 President 
A. G. SANAGAN, S.1.R. 


The following officers were elected for the 1962 fiscal 
year: A. G. Sanagan, Toronto, President; Stanley L. 
Melton, Edmonton, Vice-President and C. Richard Whit- 
ney, Kitchener, Secretary-Treasurer. Directors include: 
J. Ronald Mills, Montreal; Ronald DeMara, Toronto; 
James M. Lounsbury, Hamilton and Clifford W. Rogers, 
Toronto. 


After the Society of Industrial Realtors was founded, 
one of its first activities was to assist the United States 
Government accommodate the vast expansion of industry 
demanded during World War II, The Society is dedicated 
to sound industrial growth, improved techniques of indus- 
trial land use and planning and development of an 
increasing body of knowledge in the field of industrial real 
estate. 

The first Canadian member of the Society was the late 
George Whitney of Kitchener, father of C. Richard Whit- 
ney who has been elected to the post of Secretary- 
Treasurer for the ensuing term. 

Several members of the Canadian Chapter of S.I.R., 
including President Rogers, attended the annual conven- 
tion of the Society, held in Miami last month. One of the 
highlights was the annual “Industrial Awards Dinner” 
when tribute was paid to a North American industrialist 
who had made an outstanding contribution to industrial 
development in the public interest during the past year. 
Recipient of the award for 1961 was Stanley C. Allyn, 
Chairman of the Board of the National Cash Register 
Company, Dayton, Ohio. 





Commercial sites available for development 


Canadian National Railways is seeking proposals leading to the commercial 
development or re-development of its many choice downtown sites in urban 
centers across the country. CN is prepared to participate in this development 
by the use of its properties and in some cases will give consideration to becoming 
a tenant in the ultimate development. The opportunities are substantial. 


Further details on these sites may be obtained by calling: 


L. H. COLLINS, E. C. KIRK, 
C.N.R. General Offices, P.O. Box 279, 
Moncton, N.B. Winnipeg, Man. 
382-0551 Locai 306 Phone: WHitehall6-2394 
P. BLANCHET, J. H. TILLEY, 
Room 310, Central Station, Milner Building, 
Montreal, P.Q Edmonton, Alberta 
Phone: 877-5305 Phone: GA 4-0231 Local 369 
E. EOWARDS, R. A. WYMAN, 
151 Front St. West, Area Manager, 
Toronto, Ont C.N.R. ° ° 
EM 6-9011 Local 391 Vancouver, B.C. Canadian National 


HEADQUARTERS OFFICE 
H. M. BLAIKLOCK, Genera! Manager, 
P.O. Box 8100, Montreal, P.Q. 
Phone: 877-5587 
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THE APPRAISAL 
INSTITUTE OF CANADA 


HEAD OFFICE 


213-9 Notre Dame Ave 
Winnipeg 2, Manitoba 


EXECUTIVE DIRECTOR 
W. N. Mulock 


The Realtor Looks for Value 


by C. F. Whynacht, F.R.I. 


My. Whynacht operates his own Real Estate firm in Halifax. He is Regional Vice- 
President of C.A.R.E.B. and has been a member of the Halifax-Dartmouth Chapter of 
the Appraisal Institute of Canada since its inauguration in 1957. The contents of his 
two-part article starting in this issue, formed part of a lecture delivered to the Nova 
Scotia School of Assessors. This was originally published in AIM, the quarterly 
publication of the Appraisal Institute of Canada. 





The Director of Assessment has asked me to explain 
the Realtor’s practical approach to value in determining 
the proper market price for property listed for sale. 
Perhaps it is unnecessary for me to tell you why Realtors 
should be competent in this field but I would like to 
mention a few basic reasons just to emphasize the im- 
portance of valuation in the Real Estate Brokerage 
business. 

First, the Realtor has an obligation to the owner who 
employs him as Agent. The Realtor is duty bound (and 
I quote from the Realtor’s Code of Ethics), “to inform 
the owner honestly and intelligently regarding the fair 
market value of property listed with him for sale”. The 
owner has a right to expect a proper valuation as part 
of the service offered by the Realtor as an expert in 
selling real estate. 

Second, the Realtor requires knowledge of Market Value 
when dealing with prospective buyers. No matter how 
well he presents the features of the property; no matter 
how much desire he creates in the mind of the prospect, 
he cannot close the sale unless he can convince the 
prospect that the price is right. He must use his know- 
ledge of valuation to support the price in relation to the 
current market —and this is just as much a part of 
“selling” as a clever sales talk on the benefits offered by 
the property. 

The third reason might be called a selfish reason — it 
might also be called the most important reason. Saleable 
listings are the Realtor’s stock-in-trade and a saleable 
listing is one that is priced to sell. If the Realtor’s listings 
are over-priced, he is in the same position as a merchant 
whose shelves are stocked with merchandise priced much 
higher than the same commodities in the store next door — 
a situation certain to spell doom for any business. For 
his own benefit, indeed for his survival, the Realtor must 
know Market Value. 

We find that most owners have an exaggerated idea of 
the value of their property and the Realtor is often placed 
in the position of risking loss of business by giving a 
realistic valuation. Not only must he be qualified to 
arrive at a proper estimate, he must also be capable of 
supporting his figure with facts and logic. He must 
convince the owner that the estimate represents fair 
market value. 

I think the reasons I have briefly outlined are sufficient 
to show that the Realtor’s success in business will depend 
greatly on his knowledge of market value and his ability 
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to support his opinions, when dealing with both buyer 
and seller. 


APPROACH TO VALUE 


What is the Realtor’s approach to value? How does 
he arrive at his estimate of the price a property will 
bring on the market? Most Realtors are not professional 
Appraisers and their methods of valuation are not as 
technical as the “‘text book” methods. I think, however, 
you will see that the Realtor’s thinking — and his rule- 
of-thumb techniques —are basically much the same as 
the Appraiser’s. Much of the “instinctive knowledge” and 
“common sense approach” attributed to real estate men 
is really a generous application of theory. Or, perhaps, 
we could say that the professional Appraiser’s approach 
to value is really a clearly detailed, properly organized, 
step-by-step application of the same thinking employed 
by the Realtor in his role as a practical Appraiser. Re- 
member that both are seeking the same answer — how 
much will a typical buyer pay for a given property? 

As we go on, I think you will see that practice and 
theory are not really far apart. Sometimes the only 
difference is in terminology. 

I will trespass on the field of theory just long enough 
to mention some basic principles and remind you of the 
presence of certain influences on value that cannot be 
ignored. 


* * 


First, on a broad level, we must recognize the “Big 
Three” — The influence of Social Standards and Ideals, 
the effects of Economic Conditions, and the effects of 
Governmental Controls—on a national, provincial or 
municipal level. 

One of the biggest problems we face in selling local 
suburban homes today is the objections from buyers to 
the lack of schools or distance to schools. This is an 
example of social influence. The buyers are exercising 
their ideals and attitude toward education for their 
children. Last year, mortgage money dried up and some 
properties went begging for lack of financing. This was 
a rather painful example of an adverse economic influence 
—tight money. The rental control which was imposed 
in Halifax several years ago affected the sale prices of 
apartment houses — an example of the effects of govern- 
mental control on a local level. Zoning by-laws are an- 
other example of governmental influence on value. 
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One definition of Value is, “The relationship between a 
thing desired and a potential Purchaser”. Note that it is 
the “relationship”. Value is not inherent in the property 
itself but in the needs and desires of the people who are 
attracted to the property. 

For a property to have value, three conditions must 
exist — and all three must be present at the same time. 

First, the property must offer something that makes 
someone want it—jit must create desire. In appraisal 
terminology, this is Utility. 

Second, there must be a degree of Scarcity. Home prices 
are high in Halifax because demand exceeds supply by a 
fairly wide margin. Picture the town of Bridgewater with 
as many homes as we have in Halifax and imagine the 
effect on property values. 

The third factor is Purchasing Power. No matter how 
much a prospect desires a property, no matter how scarce 
they are, he cannot buy unless he has the money, or can 
borrow it. Any real estate salesman will tell you that he 
has wasted a lot of time and gas discovering that desire 
without purchasing power does not make a sale. 


DIVERGENT GROUPS 


The real estate market and market value are regulated 
by people who buy for three basic reasons: (1) For 
occupancy and use. (2) For investment. (3) For specula- 
tion. These three reasons present to the Realtor three 
general groups of prospects looking for different benefits 
from property. The home-buyer is looking for the benefits 
of occupancy and use. The investor wants property that 
can be rented to net him a good return on his investment. 
The speculator looks for something that can be turned over 
at a profit. Sometimes the special features of a property 
will create an over-lapping of motives, but generally the 
groups are distinct and separate. 

When the Realtor goes out to list a property, he recog- 
nizes it as being attractive to buyers in one of these 
groups. Selling real estate is largely a matter of match- 
ing the benefits offered by a property with the particular 
needs of prospective buyers. Experience teaches the 
Realtor the many different features sought by typical 
buyers in each group. 


MARKET DATA APPROACH 


Here is a brief outline of the local Realtor’s practical 
valuation approach in the “Marketplace”. I like that word 
“Marketplace” because it is the key to the Realtor’s 
approach to value. It is his training ground, his field of 
daily operation, and his source of information and experi- 
ence. 

What is the Realtor’s approach to value? In this area, 
in almost all cases, it is a simplified or “short-cut” use of 
the Market Data Approach, based on experience gained in 
the “rough and tumble” of the marketplace. 

I should add that, in this area, direct personal contact 
with the market is particularly important in appraisal 
work because we have no central source of market data 
such as exists in some other provinces. Sale prices are 
not recorded in our Registry of Deeds; the information 
is not published by Dun & Bradstreet; and financial in- 
stitutions are reluctant to divulge what they consider 
confidential information. As Assessors, I am sure that you 
have been handicapped at times by this lack of data. 


* * * 


Another reason I like the term “marketplace” is that 
it brings before us a picture of buying and selling activity. 
Buyers inspecting and comparing articles for quality, 
appearance and utility; comparing prices, bargaining, con- 
sidering what they can afford and cannot afford. Different 
income and social groups concentrate on the articles best 
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suited to their needs and finances. They exercise their 
individual tastes and preferences — then finally buy the 
article best suited to their needs, desires and pocketbooks 
at the lowest price in the marketplace. So much for buyer 
activity. 

* +. * 

What about the sellers? If we let our imagination run 
a bit further and picture two similar articles being offered 
by two different sellers at different prices, we will see one 
of two things happening. Either the higher priced com- 
modity will be reduced to compete with the lower priced 
similar commodity, or it will not be sold. ; 

If you think this last example is ridiculously elementary, 
let me tell you that we often need to resort to it—or an 
equally simple example — to induce an owner to accept 
a fair price for his property. 

This is an example of what Appraisers call the 
Principle of Substitution, that affirms a buyer will not pay 
more for a given property than the cost of acquiring an 
equally desirable or comparable property. 

This is the theory behind the Comparative Sales Ap- 
proach and it is a principle employed by Appraisers in 
certain phases of all three approaches to value. Cer- 
tainly, it is the thinking followed by Realtors in actual 
practice. The Realtor gains his knowledge and “know- 
how” by working in the marketplace — by dealing with 
and studying typical buyers — their actions, their needs, 
their desires and their purchasing power. His knowledge 
of market value results from his knowledge of buyer 
behaviour. His experience increases from daily contacts 
with buyers, from showing them through properties, 
listening to their objections, watching them reject one 
property in favour of another, observing what they are 
looking for, what they will pay for, and what they will pay 
extra for. 

One of the first things the Realtor learns is that the 
public sets the price and will pay no more than the going 
price on the current market. One text book says, “Market 
Value is subjective value — it exists in the minds of 
buyers”. The practical real estate man says to an owner, 
“No matter how much you think your home is worth, 
no matter how much it cost you, it is still worth only 
what someone will pay for it”. 

Worth what who will pay for it? “The buyer who is 
looking in the market at the time your property is for 
sale and who is attracted to your type of home and 
your neighborhood”. 


— Continued on next page 


“When you said cash, sir, | never thought . . .” 








APPRAISAL — 
Continued from page 11 


MOTIVATION 


I do not intend to attempt a detailed description of 
the processes employed by Realtors in estimating Market 
Value of all the different types of property. I want to 
concentrate on the single family dwelling because it 
represents ninety per cent of local Realtors’ sales and 
because it will best illustrate the practical approach to 
value. 

My next few remarks might be something of a de- 
parture from your usual type of instruction and might 
even sound like a talk on salesmanship instead of valua- 
tion. However, as Assessors, you are fully experienced 
in inspecting the physical features of a home and re- 
cognizing intrinsic value, so I am going to skip some of 
the obvious and concentrate on certain factors which I 
feel are often overlooked. In order to do this, I want to 
keep you in the market-place and, for a few minutes, put 
the buyer, not the house, in the forefront. 

Our purpose is to study the thinking of this all- 
important person and to try to determine just what 
features create value in the mind of the typical home- 
buyer. When we are able to “think as the average buyer 
thinks” and to “look at a property through the eyes of 
the average buyer”, we are well on our way to an accurate 
valuation — and this is precisely what the Realtor strives 
to do. 
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Sometimes we need to be reminded that home-buyers 
are motivated and guided to a great extent by their 
emotions. This is really not so surprising when we stop 
to consider that a home is usually the most valuable and 
prized possession and that it is so much a part of family 
life and future security. 

Real Estate Salesmen soon learn the importance of 
emotional appeal and that — although the investor and 
speculator act by a process of careful calculation and 
cold logic —the home-seeker acts on his emotions and 
personal feelings. This emotional motivation, conscious or 
otherwise, is present both in the buyer’s decision to become 
a home-owner, and in his choice of a particular home. 

Stanley McMichael, one of the greatest authorities on 
selling real estate in North America, lists twenty-four 
“general underlying motives” attracting people to home 
ownership. From my experience in the Halifax area, I 
would say that the most compelling motives in this area 
are (and these are not necessarily in order of import- 
ance) : 

(1) Security and financial independence. 

(2) The advantages of paying on a mortgage as 

opposed to paying rent. 

(3) The desire to save money and create an estate. 

(4) Possible profit in a rising market. 

(5) Enhancement of reputation and social prestige. 

(6) The current opportunities for extra income from 

renting rooms. 

(7) Family freedom. 

These motives will vary in different areas and some are 
encouraged by local conditions. They will also vary in 
different income and social groups. 


AESTHETIC VALUES 


In selecting a particular home, the buyer is again 
guided by his emotions and this is made evident by his 
quest for “amenities”. Amenities is a word that has 
become very important to the Realtor. He knows that, 


although a sound structure is essential, and its effect on 
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market value cannot be disregarded — people do not buy 
a structure—they buy amenities. 

What are these amenities? They may be roughly de- 
fined as any features, evident or hidden, that give 
pleasure; features that afford a feeling of well being, 
security, or that please the senses. If you could accom- 
pany a Real Estate Salesman on a number of appointments 
and observe the prospective buyers, listen to their ques- 
tions and note their reactions, you would conclude that 
structural features are secondary in the mind of the 
prospect and that he is seeking amenities in the form of 
comfort, convenience, security and pleasure. 

You would find that family protection, convenient access 
to schools and churches, nice neighbours and good health 
and relaxation are some of the thoughts prominent in 
the mind of the prospect. 

If you want further proof of the Realtor’s conviction 
of the importance of these amenities, look at the local 
newspaper. The ads on homes do not mention the thick- 
ness of the foundation, the type of lumber, the size of 
the joists or the condition of the shingles. The ads that 
make phones ring use phrases like, “two minutes from 
school”, “View of Bedford Basin”, “one floor living”, 
“prestige address”, “traffic free street’, “one minute from 
trolley”, “rent the extra rooms and live rent free”. 

I could go on with many more of these “magnet phrases” 
but I think I have demonstrated that — from knowledge 
gained in the marketplace — the Realtor knows that these 
amenities, these “intangibles”, create desire and value 
in the minds of buyers. Naturally, he must look for these 
selling features when he inspects a new listing and 
suggests a price. And he does not see the amenities by 
concentrating on measuring the foundation, tapping 
the plaster with his knuckles and jabbing the shingles 
with a pen-knife. 

I am not suggesting that structural condition is not 
important and that it should not be checked. I am em- 
phasizing the amenities because I have seen people con- 
nected with the real estate business ignore them. I have 
watched mortgage officers fill out a two-page form with 
the greatest care given to measurements and materials, 
and not one comment on the obvious amenities. Even if 
the house is built to last three hundred years, if it does 
not appeal to the buyer’s sense of pleasure and security, 
its market value is limited. Recognizing amenities may 
require some experience, but you can get a_ good 
start by looking further than the structure. 


@ Mr. Whynacht will deal with “Avoiding Pitfalls” and 
“Financing” in next issue. 





CHRISTMAS MESSAGE 


Continued from page 3 


readers. Because of this, we are grateful that this season 
provides the opportunity to express our thanks for the 
many little gestures of courtesy given by so many of our 
members who have helped us. 

So we say, sincerely: May you have a Merry Christmas 
and a Happy, Prosperous New Year! 


The C.A.R.EB. Editorial Committee 


A. M. Dedman, Chairman 

Roger Desmarais, Montreal, Co-Chairman 
Harold S. Hare, Brampton 

Garth Webb, Toronto 

George Calladine, Toronto 

Gordon Todd, Hamilton, O.A.R.EB. Liaison. 





Association of 
Real Estate 
Boards 


TOP AMERICAN SPEAKER SELECTED 
FOR O.AR.EB. CONVENTION 





DR. NORMAN VINCENT PEALE 


The Programme Committee of the 
Ontario Association of Real Estate 
Boards are proud to announce they 
have secured the presence of a world- 


famous author-lecturer as keynote 
speaker for the March, 1962 annual 
convention 

Dr. Norman Vincent Peale is 
author of The Power of Positive 
Thinking one of the most famous best- 
sellers of our time. This book, one of 
many written by Mr. Peale, sold over 
2 million copies and remained on the 
best-seller list in the non-fiction field 
for three years! One of the most 
widely-read inspirational books ever 
published, it has been translated into 
thirty languages. 


Mr. Peale also writes a weekly 
column, Confident Living, which cur- 
rently appears in over 200 metro- 
politan dailies. 

To give only a brief outline of the 
benefits in store for O.A.R.E.B. mem- 
bers attending the 1962 convention 
being held in Toronto, Mr. Peale (who 
is listed in a book entitled: “America’s 
Twelve Master Salesmen’’) received 
the 1952 Horatio Alger Award, given 


Executive Committee: 


K. S. Raven, F.R.I., Kingston, President 

E. B. Fleming, Sault Ste. Marie, Vice-President 
P. H. McKeown, Ottawa, Past-President 

O. K. Teetzel, Secretary, 20 Eglinton E., Toronto 


Regional Directors: 


W. S. Evans, London; A. C. Kilgour, North Bay; 
E. A. Mitchell, F.R.I., Brampton; Lloyd Ran- 
dall, Brantford; W. P. Ristow, Oshawa; R. E. 
Sanderson, Port Credit; C. Gordon Todd, 
Hamilton; A. Wiebe, F.R.I., Kitchener; Roy 
Wymark, Ottawa. 


by the American Schools and Colleges 
Association for outstanding achieve- 
ments; the 1955 American Education 
Award; the Ohio Governor’s Award; 
the Tau Kappa Epsilon Award (1955) 
as best speaker of the year; the 
Award of the National Federation of 
Business and Professional Women’s 
Clubs, citing his regular radio pro- 
gram: The Art of Living; The Golden 
Mike Award presented by the Ameri- 
can Legion Auxiliary; and the 1958 
International Human Relations 
Award of the Dale Carnegie Club 
International. 


1962 BRANTFORD 
OFFICERS 


The Brantford Realtors Association 
has announced its 1962 slate of offi- 
cers. Those elected are: L. R. Covey, 
President; C. A. Robinson, Vice- 
President and Co-op Chairman, John 
Francis. 

Directors for 1962 will be: George 
V. Brown, George Main, Wm. Mac- 
Donald, Maurice Westbrook and Vic- 
tor lIezzi. 

P. J. Harvey is retiring president. 


0.A.R.E.B. 40th ANNUAL CONVENTION — MARCH 18, 19 & 20, 1962 


To: Mr. O. K. Teetzel 


TORONTO — ONTARIO 


Ontario Association of Real Estate Boards, 


20 Eglinton E., Toronto 12, Ontario. 


| plan to attend the 1962 Convention in Toronto, and enclose by cheque for $ 


| 
| CLIP 
| AND | 
| MAIL | 
Rie al 


to cover the registration 


fee. It is understood that in the event | am unable to attend, my registration fee will be refunded, providing | advise you 


before March 5th, 1962. 


NAME 


“ADDRESS 


| am a member of the 


Status 


City 


Broker, Salesman or Guest 


Vera te ed Board. 


Below | have indicated exactly how | wish my name to appear on my identification badge. 


My name 


Wife’s name 


MAKE CHEQUES PAYABLE TO THE ONTARIO ASSOCIATION OF REAL ESTATE BOARDS. 
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ONTARIO ASSOCIATION OF 
REAL ESTATE BOARDS 


40th Annual Convention, 


ROYAL YORK 


SUNDAY, MARCH 18, 1962 


a.m. 
9.00 
10.00 
11.00 
12.00 
noon 
p.m. 
2.00 
2.00 
8.00 


Directors’ Meeting — British Columbia Room 
Board Secretaries’ Seminar — Algonquin Room 
Board Presidents’ Meeting — British Columbia Room 


Board Secretaries’ Luncheon — New Brunswick Room 
Bus Tour (Metro points of interest) 

Board Secretaries’ Seminar — Algonquin Room 
Coffee Party — Entertainment — Concert Hall 


MONDAY, MARCH 19, 1962 


a.m. 
8.30 
9.00 
9.30 


bats 


Registration Desk Opens — Convention Floor 
Opening Session — Canadian Room 

Business Session — Canadian Room 
Speaker — Dr. Norman Vincent Peale 
Topic — ‘‘The Power of Positive Thinking 
President’s Annual Address — 

K. S. Raven, F.R.1., President, O.A.R.E.B 


Board Presidents’ Luncheon — Canadian Room 
Presentation —- Achievement Award 

Presentation — Board of the Year Trophy 
Residential Selesorama — Canadian Room 
Indust.-Comm.-Invest. panel — Concert Hall 
Reception — Canadian Room 

Dinner, Entertainment, Dancing — Canadian Room 
O.A.R.E.B. Cabaret 


March 18, 19 & 20, 1962 


HOTEL, Toronto 


TUESDAY, MARCH 20, 1962 


a.m 


8.30 
8.30 


11.00 


p.m. 
12.15 


3:15 


6.00 
7.00 


Registration Desk Opens — Convention Fioor 

Sunrise Seminars — Algonquin, Manitoba, British 
Columbia, New Brunswick Rooms, and Room ‘‘A’ 
Business Session — Canadian Room 

Chairman — K. S. Raven, F.R.1., President, O.A.R.E.B 
Annual Report — O. K. Teetzel, Executive Secretary 
Resolutions — W. P. Ristow, Oshawa 

Election of Officers — P. H. McKeown, Ottawa 
Amendments to Constitution — W. P. Ristow, Oshawa 


Luncheon — Canadian Room 

Speaker — Leslie M. Frost, Former Premier of 
Ontario 

Presentation of C. K. Jutten Trophy 

Business Session 

Educational & Sales Promotion films — Ontario Room 

Mock Arbitration of Commission Dispute 
at Local Board Level — Canadian Room 

Business Session 

Mock Expropriation Arbitration Hearing — Canadian 
Room 

Educational and Sales Promotion Films — Ontario 
Room 

Reception — Canadian Room 

Final Banquet — Canadian Room 

Installation of Officers — P. H. McKeown 

Speaker — Dr. Charles E. Irvin 

Adjournment 


REGISTRATION 


FULL REGISTRATION — Brokers, Salesmen and Salesladies 


$40.00 
— Wives of Brokers and Salesmen $25.00 
Above includes all Business Sessions, luncheons, receptions, dinners, final banquet and entertainment. 
DAILY REGISTRATION $10.00 
Includes all Business Sessions and luncheon only. 
HOTEL ACCOMMODATION 
Please reserve accommodation checked (\’) below: 
a.m 
Arrival Date Time p.m. Departure Date 
Bedroom — single |] $9.50 ([) $10.50 [) $11.00 $11.50 
Bedroom — double — twin beds [| $13.00 —] $14.50 $15.00 []} $15.50 
Parlor Bedrooms — single [] $13.00 [] $15.00 [) $15.50 
— double — twin beds > $18.00 ( $20.00 [] $20.50 
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INDUSTRIAL-COMMERCIAL-INVESTMENT CORNER 


Readers are invited to send in any problem they have regarding any 
one of the above subjects. We will publish the question, then later 
the answer, written by an expert in that field. 


ORGANIZING AN LCL 
DEPARTMENT 


by A. G. Sanagan, S.I.R. 


Organizing an I.C.I. Department is 
a subject which can only be dealt with 
in a general manner in that the rea- 
ders of this magazine are from many 
different cities across the country and 
represent real estate firms ranging in 
size from the individual Realtor to 
the larger firms in Canada. 


There are however certain basic 
principles which would apply to orga- 
nizing any I.C.I. Department. To 
illustrate this, let us take for example 
an average size real estate business. 
It has been in operation over a long 
period of years and engaged solely in 
residential properties. The firm is 
the recognized leader in that field 
within the community. It is now 
desirous of organizing an_ I.C.I. 
Department to broaden practice by 
including the lease and sale of indus- 
trial, commercial and _ investment 
properties. 

The firm’s first consideration should 
be the volume of sales and leases com- 
pleted each year in the area in which 
it operates. The second considera- 
tion should be a careful analysis of 
the existing competition and their suc- 
cess. Finally, would it be possible to 
obtain sufficient volume in this field to 
meet the existing competition? 


Assuming that the volume of busi- 
ness and the possibility of obtaining 
a sufficient volume to compete are 
favourable, then the next factor to 
consider is —I cannot stress this too 
strongly —the length of time it will 


‘take to gain recognition equal to that 


of the competition and to be recog- 
nized in the community as experts in 
the I.C.I. field. 

The firm — if it is to be successful 
—should be prepared to carry the 
load and carefully estimate just what 
that might represent in dollars and 
cents. 
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Starting Operation 


Let us now assume that the firm is 
satisfied that all these conditions war- 
rant organizing such a department. 
Management now have the task of 
dealing with the problems in respect 
to the firm itself. There are certain 
basic questions which must _ be 
answered. 


1. What total target volume should 
be established for the first year of 
operation? 

2. To reach such a target, what 
personnel will be required? 

3. In setting up the proposed bud- 
get for the operation based on the 
target volume, how much additional 
funds should be allowed to sponsor a 
substantial advertising program, in 
order to give the department more 
recognition during that first year? 

Now that the firm has decided 
upon the volume and the number of 
personnel, the question now arises: 
can the Broker or Broker members of 
the firm direct the department with- 
out a sales manager? This answer of 
course is dependent upon the knowl- 
edge the broker has of commercial 
and industrial property and the num- 
ber of personnel required in the new 
department. It would also be depen- 
dent upon the time required in direct- 
ing the already established residential 
department. 

If the department has six salesmen 
or more, I believe it necessary to have 
a sales manager. With six salesmen, 
I believe the sales manager should be 
permitted to sell — not necessarily in 
competition with the salesmen — 
because of the necessity to reach the 
required volume, 


If the department requires more 
than six salesmen, then I question if 
the sales manager should be required 
to depend on his own sales to increase 


Ae 


his earnings. His override commission 
should be decided accordingly. 


Selecting Manager 

The next question the firm must 
ask is: “Who will be the sales 
manager?” At this point, however, 
consideration should be given to a 
person having been associated with 
the firm for a number of years - 
one who has sufficient knowledge in 
this type of property to direct the 
department. Such a person must be 
a leader among his fellow salesmen; 
enthusiastic and able to instill that 
enthusiasm in others. This in my 
opinion would be preferable to hiring 
an outsider in that such a _ person 
would have proved his loyalty to the 
firm over a period of years. 

If no such person is available, then 
the only alternative is to employ an 
experienced manager from elsewhere. 
But, rather than employ a manager 
from a competitor, it would perhaps 
be better to consider purchasing 
another broker’s business—a_ firm 
which has been active in this particu- 
lar field over a period of years. This 
plan can be feasible by making it 
more attractive for the owner to work 
for a larger organization. 


Hiring Salesmen 

Let us now assume we have a sales 
manager and the necessary premises. 
We must now consider the hiring of 
salesmen and this should be the 
responsibility of the sales manager. 

There are many schools of thought 
on the question of hiring salesmen. 
Some believe we should only engage 
the experienced salesmen; others 
believe that residential salesmen have 
a preference, in that they have broker- 
age experience. Many believe it pre- 
ferable to hire an inexperienced per- 
son — entirely new to the business - 
and train him according to your 
policy. 

I personally cannot express any 
firm opinion as I believe there is merit 
in each. It is the responsibility of the 
sales manager to deal with each indi- 
vidual and not necessarily to have any 
firm policy regarding qualifications. 

For example, in our own LI.C.I. 
Department, we have nine salesmen 
and a sales manager. Of this group, 
four joined this department com- 
pletely new to the business. One of 
these is now the manager of that 
department and the other three have 
been equally successful. Three trans- 
ferred from our residential depart- 
ment and three came to us having had 
experience with other firms. Con- 
sidering the success of this depart- 
ment, I believe it further substanti- 
ates my remark that you cannot 
necessarily adopt a firm policy as far 
as salesmen are concerned. & 
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TWO HUGE B.C. 
‘SPREADS’ JOINED 


Two of the best known Okanagan 
Valley cattle ranches have been con- 
solidated, forming one of the largest 
ranches of its kind in the Valley. Mr. 
Hay of George C. Hay 
(1960) Ltd., Kamloops — one of B.C.’s 
leading farm and ranch brokers, and 
a former Provincial Agriculturist, 
first saw the possibilities of the amal- 
gamation of the Bulman Ranch and 
the Joe Casorso Ranch two years ago. 

The Bulman ranch is owned and 
managed by Bill Bulman, son of the 
late Mr. Thos. Bulman. The Joe 
Casorso Ranch is owned and operated 
by Jim Stewart. The two were put 
together by the owners in order to 
obtain full advantage from the 
natural resources of each ranch. 


George C., 


Both are located East of Kelowna, 
B.C., and share boundaries extending 
from the farmland in the valley all 
the way back through pasture and 
rangelands into the mountains. 


The Bulman Ranch, noted for its 
highly-productive farmland, rich pas- 
tures and quality bred cattle stock, 
will now be complemented by the 
extensive rangeland holdings and 
large cattle and sheep herds of the 
“old” Casorso Ranch. The integrated 
operation will be known as Kelowna 
Ranches Limited. Mr. Bulman will be 
Superintendent and Mr. Stewart, 
General Manager. The new manage- 
ment team will combine the experience 
of Mr. Bulman’s 25-odd years farm- 
ing and ranching in the Okanagan 
with the extensive cattle and sheep 
ranching experience of Mr. Stewart. 


(Ed’s note: at time of editing, figures to 
determine the combined size of the two 
ranches were not available. However, 
consulting Mr. Hay’s article: “Sale of 
Cattle Ranches is Big Business” which 
was published in the Canadian Realtor, 
April, 1961, we note that the Casorso 
Ranch involved 20,000 acres deeded plus 
forest permits. No mention was made 
of the Bulman Ranch in Mr. Hay’s 
article.) 
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Association of 


BRITISH COLUMBIA poy Estate 


Boards 


VICTORIA HOLDS 
ONE-DAY SEMINAR 


The Victoria Board has concluded 

another successful one-day seminar. 
Frank Johns, Executive Secretary of 
the Calgary Real Estate Board was 
the keynote speaker. 
John’s | stirring 
-which was based on all 
phases of salesmanship and benefits 
accruing from utilization of the 
Multiple Listing system—a_ panel 
was formed. 


Following Mr. 
address 


Panel members were: E. T. Jacob- 
son, Westminster County Real Estate 
Board member who spoke on Multiple 
Listing; D. Murphy, Assistant Secre- 
tary of the B.C. Association of Real 
Estate Boards, discussed B.C. M-L-S; 
D. McPherson, Residential Sales Man- 
ager of Pemberton Realty, informed 
the audience of the functions of the 
Greater Vancouver Board Multiple 
Listing Service; and H. J. Block of 
Block Bros. spoke on trading. Mr. 
Johns also explained how the newly- 
organized “Trading Pit” functions 
within the framework of his board. 


166 members attended the seminar 
which was partially subsidized by the 
board. Individual charges were only 
$1.50, which included luncheon. 


REAL ESTATE MEN 
ATTEND SEMINAR 


One hundred and ten real estate 
salesmen and agents from the West- 
minster County area attended a one- 
day seminar staged by the Westmin- 
ster County Real Estate Board at 
Whalley in October. 

Eight Haney real estate men were 
special guests at the meeting. 

Held in the Del Hotel from 9 a.m. 
until 5.30 p.m., the seminar dealt with 
a wide range of topics including a 
special feature session “The Public 
Looks at Realtors” presented by Mr. 
T. M. Sherwood, General Service 
Supervisor, B.C. Telephone Co. 


President: 

P. D. P. Holmes, Victoria 

Vice-Presidents: 

L. K. Sully, White Rock; Lorrace E. Kirk, 
Victoria 

Past President: 

Fred M. Philps, New Westminster 


Directors: 


Harold Chivers, North Burnaby; William Colqu- 
houn, Kamloops; Ronald C. Dickie, Duncan; 
John R. Harvey, Quesnel; Wm. R. Hundman, 
Cloverdale; Thomas C. Lambert, Nelson; James 
V. Owens, New Westminster; Richard E. Slinger, 
West Vancouver; Robert H. Wilson, Kelowna; 
John S. Wood, Vancouver. 


Other speakers and subjects were: 
Prof. Philip H. White, Faculty of 
Commerce and Business Administra- 
tion, U.B.C., “Re al Estate Education 
and the Salesman”; O. W. Stacey, 
Confederated Mortgage Co. Ltd., 
“Knowing Mortgage Processes Will 
Help Make a Deal”; James Wolsten- 
croft, Wolstencroft Agencies Ltd., 
“Real Estate Advertising From the 
Professional Point of View”. 

Fred M. Philps, Fred M. Philps 
Ltd., “Are 
and Interims Good Enough?”; Der- 
mot Murphy, Asst. Secretary, B.C. 
Association of Real Estate Boards, 
“What the Revised Real Estate Act 
W. E. Dempsey, W. 
E. Dempsey Co. Ltd., “Latest Report 
on the Current Multiple Contest” and 
“How Block Bros. Trade Homes”, 
Henry Block, Block Bros. Realty. 

Chairman of the seminar — first of 
its kind held by the Westminster 
County Real Estate Board — was 
John A. Peaker of John A. Peaker 
Ltd., Whalley. 


Your Listing Contracts 


Means to You”; 


PACIFIC FIRM 
ENJOYS 50th. 
ANNIVERSARY 


Turner, Meakin & Co. Limited, 630 
Howe Street, Vancouver, B.C, are now 
entering their 50th year in the Real 
Estate business in Vancouver. The 
company is a family concern with 
Howard Meakin and two sons, Arthur 
H. Meakin and Dudley W. Meakin. 
Howard Meakin is an honorary life 
member of the Vancouver Real Estate 
Board: D. W. Meakin is an accredited 
member of the Appraisal Institute of 
Canada and A. H. Meakin is a Notary 
Public, who has also passed the 
Appraisal Institute examinations and 
is on his way to accredition. 

Originally, Turner, Meakin & Co. 
Limited commenced business on the 
Ist October, 1912, with an office at a 
rental of $7.00 a month. They now 
own and occupy premises at 630 
Howe Street, opposite the Georgia 
Hotel. 

continued on page 24 
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TWO HONOURED 
AT EACH END OF NATION 


On the West Coast, Miss Mary Simpson, Deputy Superintendent of In- 
surance was honoured before retirement. At St. John’s, Nfld., Industrial 
Consultant T. H. Bartley was singularly recognized as 1961's leading 
Canadian Industrial developer. 





Miss Mary Simpson, Deputy 
Superintendent of Insurance for the 
Province of British Columbia since 
1945, has been paid a singular honour 
by B.C.’s Realtors. 


Philip D. P. Holmes of Victoria, 
President of the B.C. Association of 
Real Estate Boards, announced that 
a $250.00 scholarship would be named 
after Miss Simpson. The “Mary 
Simpson Scholarship” will be pre- 
sented by the Association to an out- 
standing graduate or undergraduate 
student majoring in real estate in the 
Faculty of Commerce & Business Ad- 
ministration at the University of 
British Columbia. 


The announcement was made at a 
meeting of the Directors of the B.C. 
Association of Real Estate Boards, 
at which Miss Simpson was a guest. 
In making the announcement, Presi- 
dent Holmes paid tribute to Miss 
Simpson, noting that she had “earned 
both the respect and affection of all 
those in real estate throughout the 
province”, 

Miss Simpson, who is retiring at 
the end of December, entered the 
employment of the provincial govern- 
ment in December, 1925. She will 
have completed 36 years in the same 
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Department just prior to her retire- 
ment. 


Daughter of a Scottish physician, 
Dr. Alexander Simpson, she was born 
in Perth where he was medical health 
officer. Before moving te Victoria, 
Miss Simpson lived in St. John’s, 
Newfoundland, for five years, where 
she was employed by the American 
Consulate. 


Among those attending the dinner 
in Miss Simpson’s honour were Col. 
Herbert R. Fullerton of Vancouver, 
President of the Canadian Association 
of Real Estate Boards and a former 
Chairman of the Real Estate Council 
of B.C.; and Professor Philip H. 
White, Co-ordinator of Real Estate 
Education , Faculty of Commerce & 
Business Administration, University 
of British Columbia. 





Thomas Holmes’. Bartley, of 
Toronto, former general manager of 
the Toronto Industrial Commission, 
received the 1961 Canadian Industrial 
Development Award at the 138th 
annual conference banquet of the 
Provincial Governments’ Trade and 
Industry Council, an organization 
representing all of Canada’s 10 pro- 


vinees. The conference was held in 
St. John’s, Nfld. 


Mr. Bartley is the sixth person to 
receive the award, given annually in 
recognition of the contribution made 
by a citizen to the regional or 
national industrial development of 
Canada. 


The citation was read by F. J. 
Lyle, director of the industrial de- 
velopment branch of the Ontario de- 
partment of commerce and develop- 
ment, and winner of the C.I.D. award 
in 1956, the first year it was made. 
The presentation was made by J. E. 
Oberholtzer, council chairman and 
deputy minister of trade and com- 
merce for the province of Alberta. 


Mr. Bartley, who is now industrial 
consultant to Erin Mills Develop- 
ments Limited, which is scheduled to 
begin the development next year of a 
new community of 100,000 population 
midway between Toronto and Hamil- 
ton, is a native Torontonian and a 
bachelor of science graduate from the 
University of Toronto. 


He is credited with having assisted 
more manufacturers to establish 
themselves in Canada than any other 
individual in history. 


During the 18 years (1936-1954) he 
was its general manager, the com- 
mission (now the Metropolitan 
Toronto Industrial Commission ) 
secured 230 new industries for the 
area. Among them were such names 
as Pilkington Glass, the foundry 
operations of Aluminum Company of 
Canada, Canadian Johns-Manville, 
Canadian SKF, Consumers Glass, and 
Bristol-Myers. 


By the end of 1960, these 230 
manufacturers according to the com- 
mission’s estimate, had a combined 
investment in plant and equipment of 
more than a quarter billion dollars — 
$266,370,000, to be exact —and were 
employing 24,000 persons and occupy- 
ing 11,800,000 square feet (271 acres) 
of floor space. 








Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 
517 Hamilton St., Vancouver, B.C. 
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... to establish effective communica 
tions with over 11,000 other Realtors 
and salesmen across Canada. The 


Canadian Realtor Real Estate Direc- 
tory (printed on inside back cover of 
each issue) serves this purpose 
admirably. Costs are low... results 
must be good, for many of our adver- 
tisers have been with us for six 











years! 


There is no doubt about it: 
businessmen are becoming more 
nomadic; more prone to catch a 
morning flight to inspect a new 
business opportunity — even 2,000 
miles or more away. Seldom do these 
men travel on a blind lead. In the vast 
majority of cases they have been 
directed by a hometown Realtor. 














Advertising on the Directory page 
is one way of assuring referal 
benefits. 

Cost? A very reasonable $3. 
(min.) per month! Start a t 
period and see for yourself! 
















sENTLEMEN: 
GENTLEMEN PLEASE PLACE MY AD 


{ would like to place our Ad in the Real Estate Directory UNDER: 
for 12 issues at $3.75 per month; or [_] 6 issues at $4.83 eer 
GENERAL REAL ESTATE 0 


per month. (pay in advance if you wish 


INDUSTRIAL SITES & 


When submitting copy please include your phone numbet 


PROPERTIES 0 
You are entitled to three lines of type excluding location. 
COMMERCIAL & OFFICE 
Type 3 lines below—allow 33 letters & spaces per line SITES & BUILDINGS 0 
RURAL HOLDINGS Fa 
APPRAISALS oO 
PROPERTY MANAGEMENT CO) 


The Canadian Realtor — Twenty Eglinton East — Toronto 12, Ontario 
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OTHER CENTRES of 5,000 

Population and Over 1,066 1,350 5,599 8,414 1,520 

ALL CENTRES of 5,000 
Population and Over 


* House-building activity in the fringe areas of Major Urban Centres is included even where these areas are 


CMHC Accumulative Totals - 3rd Quarter 


URBAN HOUSE-BUILDING ACTIVITY 
CENTRES 5,000 POPULATION AND OVER 
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___._._ COP ONS 
September 
1960 1961 | 1960 
METROPOLITAN AREAS 

Calgary 314 378| 3,559 
Edmonton 217 263 2,602 
Halifax ge 228 869 
Hamilton 569 368 2 , 883 
London 335 156| 1,733 
Montreal 1,819 2,180} 13,481 
Ottawa-Hull 480 52k 3,332 
Quebec 202 288; 1,494 
Saint John | 28 kh 219 
St. John's 23 13 302 
Toronto 1,439 2,317 9,156 | 12,574 | 1,458 1,496 10,895 | 
Vancouver 466 509 | 3,784 4,238 592 The | 5,316 | 
Victoria 76 45 732 Qué | 99 | 59 898 | 
Windsor 51 34 357 461 | 46 51 | 357 | 
Winnipeg 309 348 | 2,755 | 3,089 | 652 | 620| 3,770) 

Sub. -Total 5,675 6,689 | 41,235 | 51,345 6,926 | 7,410| 51,710 

MAJOR URBAN AREAS * | [ | 

Brantford . 2h 473 152 | 4 16 270 
Chicoutimi -Jonquiere 67 55 268 L89 | ho 78 430 | 
Ft .William-Pt .Arthur 76 37 306 412 57 hy 418 | 
Guelph 29 1T 233 Ty | Ks 5T 283 
Kingston 45 32 262 268 | 58 58 391 
Kitchener 144 bs 1,122 952 | 209 oT 1,017 
Moncton 34 37 164 293 | 39 37 4O5 | 
Niagara Falls 25 25 127 137 | 34 17 2h) 
Oshawa 81 60 448 h85 | 127 54 468 
Peterborough 2k 15 236 237 | 26 37 271 
Regina 151 146 603 | 1,038] 125 218 883 | 
St. Catharines 28 33 238 348 48 43 hos 
Sarnia 36 19 395 435 45 63 488 
Saskatoon 120 120 806 973 196 217 1,026 
Sault Ste. Marie 69 66 380 606 8&9 ky 609 
Shawinigan Falls 15 23 125 178 19 33 114 
Sherbrooke 35 54 280 378 26 52 416 
Sudbury 48 168 309 672 3% 70 435 
Sydney 4) 17 191 1ho 29 23 250 
Timmins 28 18 19 105 29 30 126 
Trois-Rivieres 60 106 329 511 53 61 332 

Sub-Total 1,160 7,37% 9,173 1,323 1,349 9, +6 je 
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6,127 


outside centres of 5,000 population and over. This activity is not included, however, in the total for 
all centres of 5,000 population. 
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Jonquiere, P.Q., designed by Architects St. Galais and Tremblay. Centre: Chapel St. Louis le Roi, St. Boniface, Man., designed 


by Architects Libling, Michener and Associates. 


Right: One unit of the award winning golf course complex, designed for 


James A. Crothers, Bayview Ave., Toronto, by Architects Raymond Moriyama and Associates. The ‘Half Way House’ 
shown is a pavilion. Other units in the complex included, dock, the course itself, bridges, etc 
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The Thea Koerner House design 
won for its creators the Massey 
Gold Medal Award in 1961] 
Architectural competitive designs 
Erected on the campus of the 
University of British Columbia, 
the building was designed by 
Architects, Thompson, Berwick & 
Pratt 
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MASSEY DESIGN AWARD 
WINNERS ANNOUNCED 


Major-General Georges P. Vanier, Governor General of Canada presented awards 


to 20 Canadian architectural firms responsible for design. The 20 were selected 


from an outstanding field of 325 entries in the 1961 Massey Awards Contest. 


The 1961 Massey Awards for 
Canadian Architectural design have 
been announced. Major-General 


Georges P. Vanier, Governor General 
of Canada made the presentations. 
The’ _— Right Honourable Vincent 
Massey was present at the ceremony. 

One gold medal and nineteen silver 
medals were awarded to architects 
and architectural firms for the design 
of the twenty outstanding buildings 
in the exhibition. 

The gold medal award winner is 
the architectural firm of Thompson, 
Berwick and Pratt in association with 
Peter Kaffka. The project which won 
the top award is the Thea Koerner 
House, a graduate student social 
center for post-graduate students at 
the University of British Columbia, 
Vancouver. 





Thompson, Berwick & Pratt of 
Vancouver, winner of the Gold 
Medal Award also took a Silver 
medal with their design for the 
Commons Block, University of 
B.C. Building is shown at top 
of two pictures to left. Bottom 
picture is a Silver Medal design 
by Architects, Jean Michaud 
and R. T. Affleck. The photo 
is an interior shot of the post 
office at Town of Mount Royal, 


P.Q 


“This building was considered ex- 
cellent in plan and section, and in 
its exterior and interior expression. 
Full advantage of its superb site was 
taken and the sculpture and land- 
scaping enhance the whole. In this 
building there is evidence of the 
flowering of modern architecture,” 
stated the three-man jury when they 
announced their decision. 

Silver medals were presented to 
fifteen architectural firms located in 
Montreal, Toronto, Winnipeg, Regina, 
Vancouver, St. Catharines and 
Jonquiere. 

The Royal Architectural Institute 
of Canada administers the competi- 
tion on behalf of the Massey Founda- 
tion. Architects from across the 
country are invited to submit plans 
and photographs of the buildings they 
feel to be their best work. This 
year, 325 entries were submitted, 
from which the 100 top entries were 
selected by jury to comprise the ex- 
hibition Massey Medals for Architec- 
ture 1961. This is the fifth such 
exhibition. The first was presented in 
1950 and others subsequently in 1952, 
1955 and 1952. 

The competition is intended to pro- 
vide encouragement to members of 
the architectural profession and to 
promote public interest in this work. 

“In all entries the jury looks for 
skilful design and execution, good 
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structure and use of materials, fine 
proportion, pleasant siting, appropri- 
ateness, neat detailing and broad 
general significance—as shown by 
the drawings and photographs sub- 
mitted,” stated John Bland, FRAIC, 
director, School of Architecture, 
McGill University, Montreal, and a 
member of the jury. 





The two other members of the 
three-man jury of selection were 
Pietro Belluschi, FAIA, Dean of the 
School of Architecture and Planning, 
Massachusetts Institute of Tech- 
nology, Cambridge, Mass., and Peter 
M. Thornton, FRAIC of the archi- 
tectural firm of Gardiner, Thornton, 
Gathe, Vancouver, B.C. 

Dean Belluschi of the Massa- 
chusetts Institute who served on the 
jury of the 1952 competition, com- 
mented upon the immense improve- 
ment of the quality of the work 
submitted. He felt that this year’s 
exhibition showed that new Canadian 
architecture was equal to the best in 
the world. 

The exhibition will travel to Regina 
(Mackenzie Art Gallery December 1 
to December 27) ; Vancouver (Univer- 
sity of British Columbia January 5 
to January 26); Winnipeg (Univer- 
sity of Manitoba February 5 to 
February 26) ; Sackville, N.B. (Mount 
Allison University March 8 to March 
29); Kingston (Agnes Etherington 
Art Center, Queen’s April 9 to April 
30); Windsor (Willistead Art Gallery 
May 11 to June 1). 


Course Registry 


Hundred Percent 


The Prince Albert Real Estate 
Board received saturation registra- 
tion for its 10-lecture educational 
course which commenced November 
8th. There are 29 Realtors and sales- 
men in the board membership and 
every one registered. Lectures are 
given once per week. 

Those instructing include Doug. 
Woodley and Jack Bailey, Saskatoon; 
W. J. Johner, Regina and R. H. Hall, 
barrister & solicitor from Prince 
Albert. Local member-instructors are 
Louis Receveur, Art Beck and R. J. 
Casey. 


Former Kingston 
President Dies 


A former president of the Kingston 
Real Estate Board passed away Nov- 
ember 2nd. Charles E. Ferguson (74) 
was an early member of the Canadian 
Association of Real Estate Boards. 
He was a partner in the firm of 
Ferguson and Parker. 
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Gold Medal Winner 


Thea Koerner House, 
University of British Columbia 


Thompson, Berwick & Pratt, 

1553 Robson St., 

Vancouver, B.C. 

Associated Architect: Peter Kaffka 


Silver Medal Winners 


QUEBEC 


Rockland Shopping Centre, 
Town of Mount Royal, P.Q. 


Town of Mount Royal 
Post Office, P.Q. 


Eglise St-Raphael, 
Jonquiere, Que. 
ONTARIO 


Lapierre Residence, 
St. Catharines, Ont. 


High Rise Apartments, 
Regent Park South, 
Toronto, Ont. 

Kipling Collegiate Institute, 
Etobicoke, Ont. 


Richmond Hill Publie Library, 
Richmond Hill, Ont. 


Research Building for Imperial Oil 
Limited, Sarnia, Ont. 


The Bell Telephone of Canada, 
Pickering, Ajax, Ont. 


Foot Bridge for the Niagara Parks 
Commission, Niagara-on-the-Lake 


Private Golf Course, Toronto 


MANITOBA 


Summer Residence, 
Husavick, Manitoba 


Ian Martin & Victor Prus, 
4693 Sherbrooke St. W., 
Westmount, Que. 


Jean Michaud and R. T. Affleck of 
Affleck, Desbarats, Dimakopoulos, 
Lebensold, Michaud, Sise, 
Dominion Square Bldg., 

Montreal, Que. 


St. Gelais & Tremblay, 
298 St. Dominique St., 
Jonquiere, Que. 


James E. Secord and Saul Herzog, 
497 Carlton St., 
St. Catharines, Ont. 


Page & Steele, 
72 St. Clair Ave. W., 
Toronto 7, Ont. 


Gordon S. Adamson & Associates, 
123 Eglinton Avenue E., 
Toronto, Ontario 


Philip R. Brook, 
140 Merton St., 
Toronto 7, Ont. 


Shore & Moffat, 
51 Wellington St. W., 
Toronto 1, Ont. 


Gordon S. Adamson & Associates, 
123 Eglinton Avenue E., 
Toronto, Ont. 


Huget & Secord, 
497 Carlton St., 
St. Catharines, Ont. 


Raymond Moriyama and Associates, 
711 Church St., 
Toronto, Ont. 


Waisman, Ross & Associates, 
301 Astra Building, 208 Edmonton 
Street, Winnipeg 1, Man. 


Continued on page 26 
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“WE TRADE HOMES” was the theme chosen by Henry J. Block, President of a 
Vancouver firm (Block Bros.) which employs 94 salesmen and specializes in trades. 
Mr. Block is shown above addressing an audience of over 200 gathered in a Calgary 


hotel to listen to his narrative 


Expert Informs Calgarians Of 
House Trading Techniques 


On Thursday evening October 26th, 
220 Calgary real estate men gathered 
at the Highlander Hotel for the regu- 
lar monthly general meeting of the 
Calgary Real Estate Board. The 
guest speaker on this occasion was 
Mr. Henry J. Block of Vancouver who 
spoke on the subject “We Trade 
Homes”. 

Mr. Block discussed in detail the 
rapidly expanding trading business, 
and revealed that—as the largest 
real estate company in Vancouver — 
he employs 94 salesmen, builds 400 
houses a year, takes in 240 houses a 
year on trade, and does a gross 
volume of approximately one and a 
half million a month. 

Following his talk which was very 
well received by the Calgary group, 
Mr. Block continued to answer ques- 
tions from the floor for well over an 
hour on all phases of his operation. 
Mr. Block stated that the question of 
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trading homes was becoming more 
important to the success of a real 
estate operation. He stated that in his 
opinion it was a concrete new service 
that could be rendered to the buying 
and selling public. 

Roy Wilson, A.R.I., President of 
the Board, was chairman for the 
occasion. 

Following his talk, Mr. Block was 
presented with the traditional Cal- 
gary White Hat. 


‘Double’ Fees 
Abolished 


For many years real estate agents 
and salesmen in Calgary have not 
only held Provincial licenses but have 
had to take out local City licenses 
with the City of Calgary. This 
amounted to $25.00 per year for 
agents and $5.00 per year for sales- 





men. Back in 1956 a Brief was pre- 
sented to the Calgary City Council 
suggesting that City licenses wére 
unnecessary and in fact were a form 
of double taxation. The Brief also 
indicated that licensees in this Prov- 
ince were adequately controlled and 
that the City did not carry out any 
licensing authority or in fact fulfill 
any inspection role or control over the 
business. In 1956 the Brief was 
turned down. However a_ further 
Brief was submitted just recently and 
at a City Council meeting held Mon- 
day, October 30th, the licenses were 
abolished to take effect December 31st 
of this year. 


New Brunswick 
Officers-Elect 


At the October joint § annual 
convention of the Nova Scotia Real 
Estate Association and New Bruns- 
wick Association of Real Estate 
Brokers, Inc., the following were 
elected as officers for the New Bruns- 
wick Association. For President, 
Murray Neustadter of Saint John; 
Ist Vice President, Kenneth Brien, 
Fredericton; 2nd Vice President, 
George Pierce, Moncton and Secre- 
tary-Treasurer, James Robar, Saint 
John, Directors are: Douglas Clark, 
Saint John; Cecil McMannus, Monc- 
ton and Mrs. Edith Harper of 
Fredericton. 


Industrial and Commercial 
Properties 
Financing available for 
Selected Enterprises 


W. Clarence Mahon Lid., 


350 Guaranty Trust Bldg. 
REGINA, SASK. 


THE 1962 EXECUTIVE of the Nova Scot 
above. Reading left to right: Directors L. G. Trask, O. R. Goodyear and Arthur 
Speed; President R. W. Ferguson; Director F. D. Whitman; Vice-President J. Reigh 
Barnes; Executive Secretary, John T. Garth. Not shown: Director Ted Gaffen and 


retiring President, Ralph Macdonald. 


ia Real Estate Association are pictured 
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Second Annual Maritime 
Conference Successful 


On October 27th and 28th the 
Second Annual Maritime Real Estate 
Conference was held at the Nova 
Scotian Hotel in Halifax. Approxi- 
mately 100 Brokers, Salesmen, and 
wives from Nova Scotia, New Bruns- 
wick, and Newfoundland gathered 
for the event. 

The Conference was opened on 
Friday morning by a welcome from 
Mayor John E., Lloyd of the City of 
Halifax, and Mayor I. W. Akerley 
of the City of Dartmouth. 


Later in the morning there were 
separate clinics held for Brokers and 
Salesmen — the Brokers clinic being 
chaired by Mr. John F. Ritcey, and 
the Salesmen’s clinic by Mr. C. F. 
Whynacht. In both cases, a panel of 
speakers conducted the clinic and 
answered questions. Both of these 
sessions were very profitable. 

Friday afternoon there was an 
educational session “Round the 
Horn”, This again was a panel of 


speakers narrating a variety of sub- 


jects from Listings to Financing; the 
whole built around a nautical 
flavour, which created a bit of 
amusement along with the serious 
aspect of the session. 

Saturday morning the delegates 
were taken on a tour of Halifax and 
Dartmouth and shown some of the re- 
development areas, as well as 
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industrial and residential growth of 
the Metropolitan Area. 

In the afternoon the Nova Scotia 
Real Estate Association and the New 
Brunswick Real Estate Brokers In- 
corporated held their annual meetings. 

The new officers elected for the 
Nova Scotia Association were Ray- 
mond Ferguson, Halifax, President; 
Reigh Barnes, of Windsor, Vice 
President; Arthur Speed, Halifax, 
Fred Whitman, Truro, Ray Goodyear, 
Sydney, Ted Gaffen, Halifax, as 
Directors. 

Following the Annual Meetings, a 
joint session was held with Mr. Abe 
Wiebe, F.R.I. of Waterloo, Ontario. 
This was a question and answer 
session and produced lively and in- 
teresting discussions involving com- 
mission practices, commercial develop- 
ments and several other subjects. 

There were three luncheon 
speakers; the first on Friday noon 
being Mr. Donald McInnes, Q.C., Past 
President of the Canadian Bar Asso- 
ciation, who spoke of the need for 
cooperation between the professions 
of Law and Real Estate Brokerage. 
Friday evening, Mr. Abe Wiebe, 
F.R.I. addressed the gathering, stress- 
ing the development potential of the 
Maritimes and of the vital part in 
this that Real Estate Brokers and 
Salesmen can play. 


At noon on Saturday, the group 
was addressed by Mr. Ernest White- 
born, City Councillor of Saint John, 
New Brunswick, who spoke of the 
contribution the Maritime Provinces 
had made to Confederation at the out- 
set, and of the need for the Maritime 
Provinces to present a united front 
when dealing with the Federal 
Government. 

The conference was closed by a 
dance Saturday evening. 


Veteran Realtor 
Passes Away 





Bert Weir, 81, founder and presi- 
dent of one of London’s largest real 
estate businesses, passed away Octo- 
ber 29th. He was a founding member 
and Honorary President of the Lon- 
don Real Estate Board which he 
helped to launch in 1920. 

Mr. Weir was also a member of 
the London Executive Club; a past 
Director of the Ontario Association of 
Real Estate Boards and a member of 
the American Institute of Real Estate 
Appraisers. 

A skilled musician, Mr. Weir gra- 
duated from the London Conservatory 
of Music in 1906 with a diploma in 
piano and theory. He was associated 
with music in one form or another 
since then, including being organist 
and choirmaster of three different 
London churches. 

He started his real estate career 
in 1919 and was joined later by 
two sons Larry and Robert. At his 
demise the firm was known as Bert 
Weir and Sons Ltd. 


COAST-TO-COAST NEWS 

- is a section set aside for board 
and Provincial activities in all provinces 
save Ontario and B.C. Please address 
your mews correspondence to The 
Canadian Realtor, 20 Eglinton East, 
Toronto 12. 
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Belleville Sales 
Record Enviable 


The secret is out, Belleville & District Real Estate Board 
has revealed why its sales-listing ratio has been so enviable. 
The board has been at or near the top in the sales-listing 
column for 18 months or so. Over this period board mem- 


bers have sold just a fraction under 50% of all units listed; 
a remarkable achievement. 


James Cathcart of Gerald Joyce Realty Ltd., Belleville 
explains the reasons behind the success. He shares the 
opinion of other members that the only way to sell a listing 
is first to list at market value, then have that listing inspected 
by as many salesmen as possible. To accomplish this, the 
board started a series of contests based on the point system 
tor properties listed and listings sold. 

To encourage inspections we made it compulsory that a 
contestant —no matter how many points he had earned 
through listing or selling — would not be eligible for a prize 
unless he had inspected (and signed inspection sheet) at 
least 75°% of the listings registered in the contest period.” 

It is obvious that the plan was good. Salesmen were no 
longer attempting to sell properties ‘sight unseen’. The fact 
that each salesman had to visit each photo co-op listing 
broadened the marker possibilities for them. 

Mr. Cathcart said, “I realize that this plan will have to be 
modified for the larger boards, but it does work, as was 
evidenced for several months, when Belleville was at top of 
the co-op statistical sheet” 

No doubr the Belleville Executive had some problems to 
resolve before and during the currency of each contest. 
Because of this we would suggest that Co-op Chairmen 
wishing to examine the Belleville programme should write: 
Gerald Joyce, Secretary, Gerald Joyce Realty Ltd. 25 
Campbell St., Belleville, Ont. 


Board Instigates 
‘Real Estate’ Week 


October 16th to 21st was officially declared “Real Estate 
Week” in Saint John, New Brunswick. Murray Neu- 
stadter, President of the Board and chairman of the com- 
mittee set up to pursue this aim, approached the mayor of 
the city some weeks ago and persuaded the mayor and 
council that citizens should be made more aware of the 
advantages of owning their own homes. 

To back up the mayor’s proclamation, the board spon- 
sored an advertising campaign which involved newspapers 
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along with spot telecasts featuring short messages by the 
director and vice president of the board. Radio time spots 
were also purchased. 

Mayor Eric L. Teed’s proclamation read: 

“Whereas progressive communities across Canada 
recognize the value of real estate ownership and the con- 
tribution real estate owners, as citizens, make to the 
improvement of the communities; And whereas the mem- 
bers of The Canadian Association of Real Estate Boards 
are of assistance in promoting progressive policies in 
relation to ownership of real estate, and are also active in 
promoting higher business standards in connection with 
real estate operations; 

Now therefore, at the request of the Greater Saint John 
Real Estate Board and based on the following premise, as 
Mayor of the City of Saint John, I do hereby declare the 
week of October 16th to 21st, as Saint John Real Estate 
Week.” 

All media co-operated with the Greater Saint John Real 
Estate Board in the promoting “Real Estate Week”. The 
Evening Times Globe devoted 915 agate lines to publish 
the Realtor Code of Ethics, with a further 196 lines to 
show the board’s affiliation with the Canadian Association 
of Real Estate Boards, and the benefits gained from this 
affiliation. 





PACIFIC FIRM — 


Continued from page 16 

A large portion of their business is in the appraisal 
field. They have been representatives of the National Life 
Assurance Company of Canada since 1946 for investment 
of mortgage funds. Other facets comprise the sale of 
residential and industrial properties together with an 
active insurance department. 


MONTHLY CO-OP STATISTICS FOR OCTOBER 1961 
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PERSON TO PERSON 
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needs map 


the shortest distance is not always 
the quickest mourns a Scarborough, On- 
Lawyer Athol Sterling, a 
resident, claims that so many roads are 


tario resident 


being torn up by repair gangs that he 
has to ‘hop scotch’ his way from home 
to office. ‘Despite my love for adven- 
ture and exploration’, he says, ‘’| wish 
the township would mark detours more 


plainly 


huge blurp 


natural gas revenues amounted to 
$131 million for the first six months of 
1961, up 13% over a corresponding 
period last year. Over 207,236 billion 
cubic feet was used! Alberta, the peren- 
nial leader per capita, unaccountably 
dropped 3% whereas Ontario and Que- 
bec increased 23.5% and 133.7% 
respectively. One cubic foot provides 
1000 b.t.u.’s 


delayed sentence 


a North York mother was fined 
$50, in November, for violating the anti- 
noise law. Neighbours complained her 
kids were making too much noise 
around her swimming pool! . 


saunas are coming 


what with fallout shelter promotions 
and something new coming on the mar- 
ket, Realtors may soon find two more 
features to list when advertising a list- 
ing. CMHC has approved loans for fall- 
out shelters so we can expect concerted 
promotional drives by building material 
firms and contractors. Even food mer- 
chants will get into the act. 

Elsewhere, an American firm (inter- 
national Sauna Corp.) has been formed 
to promote the sale of Saunas in the 
U.S. Presumably this trend will hit 
Canada sooner or later. The Sauna is 
the Finnish answer to the turkish steam- 
bath; only difference being that the 
Finns heat rocks to red hot temperatures 
then pour water over them. The resul- 
tant effect is an invigorating dry steam 
heat. The Finns wouldn’t be ‘caught 
dead’ without one. In that country of 
4.5 million, over 500,000 are in use. 
The trend to Saunas is rapidly moving 
across Europe. West Germany alone has 
built over 650 commercially-established 
Saunas. 

By the way, Scandinavians can stand 
temperatures ranging from 180 to 250 
degrees; then afterwards plunge head- 
long into a sub-zero snowbank! . 
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double duty 


the Chamber of Commerce of 
Newburgh, N.Y., commissioned archi- 
tects to design a community fallout 
shelter. The architects came up with a 
$675,000 (excluding land costs) dual- 
purpose design: a complete shelter 356’ 
x 134’ including auxiliary power, com- 
plete ventilation system and _ storage, 
food-serving and lavatory areas to house 
7,000 citizens. To utilize space prior to 
emergency, 256 vehicles can be com- 
mercially parked on three levels to solve 
downtown parking problems. Driving 
ramps are circular to act as buffers 
against atomic blast waves. No enter- 
prise has ordered one yet 








CALENDAR 


March 18-19-20, 1962 
0.A.R.E.B. CONVENTION 
ROYAL YORK HOTEL 
TORONTO 


‘cost of living’ drops 

. drop in cost of government borrow- 

ing is responsible for NHA rates decreas- 

ing to 6%2% from 634%. Works 

Minister Walker says that this will work 

out to a 2.2 per cent saving on monthly 
NHA payments 





MEDALS — MANITOBA, Continued from page 21 


Executive House Apartments, 
Wellington Crescent, Winnipeg 


City of Winnipeg Hydro-Electric 
System, Sub-Station No. 21, Winnipeg 


Thompson Municipal Offices, 
Thompson, Man. 


Chapel St. Louis Le Roi, 
St. Boniface, Man. 


SASKATCHEWAN 


Moose Jaw Civic Centre, 
Moose Jaw, Sask. 


BRITISH COLUMBIA 


Commons Block, University of 
British Columbia, Vancouver 


Parkwood Terrace, 
South Burnaby, B.C. 


Libling, Michener & Associates, 
138 Portage Avenue E., 
Winnipeg 1, Man. 


Libling, Michener & Associates, 
138 Portage Avenue E., 
Winnipeg 1, Man. 


Waisman, Ross & Associates, 
301 Astra Building, 208 Edmonton 
St., Winnipeg 1, Man. 


Libling, Michener & Associates, 
138 Portage Avenue E 
Winnipeg 1, Man. 


”’ 


Joseph Pettick, 
908 McCallum Hill Building, 
Regina, Sask. 


Thompson, Berwick & Pratt, 
1553 Robson St., 
Vancouver 5, B.C. 


Hale, Harrison, Buzzelle, 
2594 W. Broadway, 
Vancouver 9, B.C. 


REAL ESTATE 
DIRECTORY 


GENERAL REAL ESTATE 


@ BARRIE, ONT. 


A. F. Rose, 
78 Tiffin Street, 
PA. 8-2379. 


@ BRANDON, MAN. 


Hughes & Co. Ltd., 
125 -10th Street. 


@ CALGARY, ALTA, 


Burn-Weber Agencies, 
218 Seventh Ave. W. 


Clair J. Cote, 
Ste. 10 — Foundation Bldg., 
628-12 Ave. S.W. 


Cote & Hunt Ltd., 
606 Cdn. Bank of Commerce Bldg. 


@ FORT WILLIAM, ONT. 


Willport Realty Limited, 
Fort William - Port Arthur. 


@ NANAIMO, B.C. 


December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ OSHAWA, ONT. 


Lucas Peacock, Realtor, 
556 Simcoe St. N. 


@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 


Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 


P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W. (CE. 2-4806). 


PETERBOROUGH, ONT. 


Irwin Sargent and Lowes, 
441 Water Street. 


@ QUEBEC, QUE. 
Ross Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091. 


@ RED DEER, ALTA. 
Botterill McKee Cunningham Ltd. 
5002 Ross Street, 
Phone 2619. 


WINNIPEG, MAN. 


Aronovitch & Leipsic Limited, 
Four Sixty Main Street, 
Whitehall 2-3301. 


PROPERTY MANAGEMENT 


@ HALIFAX, NS. 
Roy Limited, 
toy Building. 


@ VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


IND. SITES — PROPERTIES 


@ BURLINGTON, ONT. 
Canada’s largest town 

W. D. Hitchcox, 

541 Brant St., N.E. 4-2348. 


@ CALGARY, ALTA. 
Clair J. Cote, 
Ste. 10 — Foundation Bldg., 
628-12 Ave. S.W. 


Cote & Hunt Ltd., 
606 Cdn. Bank of Commerce Bldg. 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


e@ HALIFAX, NS. 
Roy Limited, 
Roy Building. 


@ REGINA, SASK. 


W. Clarence Mahon, 
350 Western Trust Bldg. 


@ EDMONTON, ALTA. 


Melton Real Estate, 
10154 -1083rd Street, Phone 47221. 


APPRAISALS 


CALGARY, ALTA. 

Ivan C. Robison & Company, 
716-Fifth St. S.W., 

Phone AMherst 6-3475. 


@ EDMONTON, ALTA. 


Peter B. Sayko, F.R.I., A.A.C.I., 
11023 - 127 Street. 


OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 


e@ ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 


Dominion Building, MUtual 4-2324. 


@ TORONTO, ONT. 


Chambers & Meredith Ltd., 
48 Yonge Street. 


Professional 
Brokerage 
Connections 
Across The Nation! 





@ General Real Estate 


® industrial sites 
and properties 


® commercial & office 
sites & buildings 


@ rural holdings 
© appraisals 


@ property management 


DIRECTORY 


Advertising Rates 


Classified : 

3 lines — 12 issues $45.00 
3 lines — 6 issues 29.00 
Additional lines $1.00 per issue 
No charge for city and province lines 


Semi-Display: 
ONE INCH SIZE 


For six insertions $60.00 
For twelve insertions 95.0 


Edmonton's ‘‘House of Service’ for over 50 years 


WEBER BROS. AGENCIES LTD. 
Industrial, Commercial & Revenue Properties 
Farmlands - Acreages - Appraisals - Homes 
write, wire or phone 
WEBER BROS. AGENCIES LTD. 
10013 — 101A Ave. Edmonton, Alberta 
Phone GArden 4-7341 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
developments 


Write, wire or phone 
BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 





RESIDENTIAL, COMMERCIAL, 
INDUSTRIAL PROPERTIES 


Appraisals, Property Management, 
arms and Ranches. 


64 years serving Alberta. 
TOOLE, PEET & CO. LTD. 
Toole, Peet Bldg., Calgary, Alberta. 





NEW BOOKS FOR REAL 
ESTATE PRACTITIONERS 


MANAGEMENT FINANCE 
PLEASE ORDER BY NUMBER ON YOUR LETTERHEAD 


84 How to Help Your Salesmen 
Produce More Business 
85 How to Close in Selling Homes 


SHOPPING CENTERS 


92 Mistakes We Have Made in 
Developing Shopping Centers 


LAW SELLING 


ADVERTISING 
1 How to Get Profitable Listings 
Through Ads Woessner 
Real Estate Advertising N.1.R.E.B. 
Successful Real Estate Advertising Morton McDonald 
Advertising Copy Hotchkiss 
How to Use Classified Advertising 


Vogel 
Arnold 


Nichols 


to sell more real estate 


APPRAISAL 


Appraisal Manual 
The Appraisal Process 
Appraisal Guide 


Appraisal Terminology & 
Handbook 
Appraisal of Real Estate 
How to Value Real Estate 
Manual of Appraisals 
Selected Readings in Real 
Estate Appraisal 
Valuation of Residential 
Real Estate 
152 Problems in Appraisal 
With Solutions 

22 National Construction Estimator 


FARMING 


McDonald 


McMichael 
Schmutz 
Society of Res. 
Appraisers 


A,L.R.E.A. 
A.LR.EA. 
Teckemeyer 
Boeckh 
A.LR.E.A. 
May 


A.LR.E.A. 
Cal. Pacific Estimators 


Several texts are available upon request. 


FINANCE 


45 Agricultural Finance 

46 Elements of Accounting 

47 How to Finance Real Estate 

48 Farm Records & Accounts 

49 Real Estate Investments & 
How to Make Them 

50 Real Estate Office Bookkeeping 
Simplified 

51 Limited Companies & Their 
Accounts 

52 Canadian Accounting Practice 

53 Canadian Mortgages 


LAW 

60 Real Estate Law 

61 Summary of Canadian 
Commercial Law 

62 Law of Contract 


MANAGEMENT 

65 How to Operate a Real Estate 
Business 

66 Principles of Real Estate 
Management 

67 Real Estate Management 

68 The Modern Concept of Real 
Estate Admin. 


SELLING 

75 Real Estate Salesman’s 
Handbook 
Sales Ideas that Click 
The Successful Salesman 
How to Sell Real Estate by the 
Sell-An-idea Technique 
How | Raised Myself from 
Failure to Success in Selling 
Real Estate Selling Aids 
Selling Home Property 
Selling Real Estate 
Successful Real Estate Ideas 


Send order on your letterhead to: 


W. G. Murray 
Ferguson & Crocombe 
McMichael & O'Keefe 
Efferson 


Hefti 


Ferguson & Crocombe 
Leonard & Beard 
Woodard 


Kratovil 


Anger 
Cheshire & Fifoot 


McMichael 


Downs 
Bliss & Sill 


Calif. Assn. 


N.A.R.E.B. 
N.A.R.E,B. 
N.A.R.E.B. 


Cook 


Bettger 

King 

Geer 
McMichael 
Prentice Hall 


Canadian Institute of Realtors 
20 Eglinton E., Toronto 12, Ont. 


GENERAL 


95 
96 


97 
98 


99 


100 


101 


102 


103 
104 


105 
106 


107 
108 


Culture of Cities ‘ 
Fundamentals of Real Estate 
Practice j 

How to Plan a House 

How to Profit by Rehabilitating 
Real Estate 

How to Write Better Business 
Letters ‘ 

How to be Consistently 
Successful in Real Estate 
Introduction to Political 
Economy ee 
Questions & Answers About 
Real Estate 

Real Estate Subdivisions 
Residential Real Estate in 
Canada crates 
Successful Publicity & Public 
Relations 

Urban Land Economics 
Neighbourhood Planning 
Leases — Percentage, Long & 
Short Term 


BOOKLETS 


109 


110 


11 
112 


115 
116 
117 


118 
119 
120 
121 
122 
123 
124 


125 
126 
127 


130 
131 
132 


133 
134 


OTHER MATERIAL 


140 
141 
142 


143 
144 
145 
146 


How to Make Money Speculating 
in Real Estate : yi 
Monthly Amortized Mortgage 
Payments 

Real Estate Traders Handbook 
Sale — Leasebacks & Leasing in 
Real Estate & Equipment 
Transactions 

Co-operative Apartments 
Direct Mail Pieces 

Double Your Dollars by 
Knowing the Answers 
Greater Profits from Listings 
New Business from Old 
Pitfalls 

Real Estate Advertising 

Real Estate Exchanges 

Real Estate — It’s Wonderful 
Real Estote Syndicates & 

How They Work 

Sales Ideas That Click 

The Successful Salesman 

The Modern Concept of Real 
Estate Admin. 

Pace of Progress 

Everyday Real Estate 

Hiring, Training & Financing 
Salesmen 

Estimating Market Price 
Learn to Trade 


Pamphlets: 


Helpful Hints for Home Sellers 
Helpful Hints for Home Buyers 


Mumford 


Atkinson & Frailey 
Townsend & Dalzell 


Geer 

Frailey 
Russell 
Bladen 


Semenow 
McMichael 


Firestone 
Semenow 


Ratcliff 
Kostka 


McMichael & O'Keefe 


... Cadwallader 


Greenfield 
L.R.E.M. 
1.R.E.B. 


LLR.E.B, 
LR.E.B, 
ILR.E.B, 
LR.E.B, 
LLR.E.B, 
LLR.E.B, 
LLR.E.B, 


1LR.E.B, 
LLR.E.B, 
LLR.E.B, 


Calif. Assn. 
N.1.R.E.B. 
N.1.R.E.B. 


N.1R.E.B. 
N.1.R.E.B. 
N.1.R.E.B. 


Helpful Hints on Using the Co-operative 


Listing Service 
Construction Pointers 


C.A.R.E.B. Realtor Cuts for letterhead, etc. 
C.A.R.E.B. Realtor Window Stickers 
C.A.R.E.B. Realtor Lapel Pins & Buttons 


1.25 
2.50 


16.00 
2.50 
2.50 


2.50 
2.50 
2.50 
2.50 
2.50 
2.50 
2.50 


2.50 
2.50 
2.50 


2.50 
1.00 
2.50 


2.00 
2.50 
2.50 


Make cheque payable to C.A.R.E.B. 
for below material only. 


$ .02 ea. 
.02 ea. 


.03 ea. 
.10 ea. 
3.50 ea. 
.50 ea. 
1.50 ea. 












